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PROFILE SUMMARY
[bookmark: _GoBack]Highly qualified and resolute individual armed with 20 years of broad-based background and skills in the areas of operations management, business development, account management, project management, sales & marketing, people management, requirement analysis, market research, strategic planning and execution. Displays outstanding ability to plan, coordinate, and implement practices and procedures to bring significant improvements in business, sales and processes towards the successful attainment of organization goals. Primarily striving to understand clients’ needs and provide them exceptional results through a cognitively flexible and positive approach. Determined to implement earned skills for the rapid growth of the prospective organization by working effectively and consistently
HIGHLIGHT
	· Key Account Management 
· Revenue Forecasting
· Customer Service
· Business Development
· Project Management 
· Leadership Skills

	
· Organizing and Planning 
· Problem Solving
· Market Analysis
· Communication Skills 
· Staff Recruitment &Training
· Client Relationship
	
· Sales & Marketing Planning
· Product Sales & Negotiation
· Team Management 
· Good Time Management
· Financial Reporting
· Operational Business Planning



EXPERTISE AND QUALIFICATIONS
· Excellence in SaaS Ops & Training - Comprehensive knowledge of Cloud Deal Processes and back office issue and resolutions. Possible process and workarounds for customer satisfaction.
· Coordination and Supervision - Coordinate, manage and monitor the workings of various departments in the organization.
· Deal Commercial Construct – Help SaaS team formulate a winning deal for company and customer together.
· Best Practices - Improve processes and policies in support of organizational goals. Formulate and implement departmental and organizational policies and procedures to maximize output. Monitor adherence to rules, regulations and procedures.
· Human Resources - Plan the use of human resources. Organize recruitment and placement of required staff. Establish organizational structures. Delegate tasks and accountabilities. Establish work schedules. Supervise staff. Monitor and evaluate performance.
· Communication - Monitor, manage and improve the efficiency of support services such as IT, HR, Accounts and Finance. Facilitate coordination and communication between support functions.
· Sales, Marketing and Customer Service - Manage customer support. Plan and support sales and marketing activities.
· Strategic Input - Liaison with top management. Assist in the development of strategic plans for operational activity. Implement and manage operational plans. 

PROFESSIONAL EXPERIENCE
Oracle Corporation Asia Pacific, Singapore | Senior Manager – APAC SaaS Deal Operations                                        Sep. 2015–Present
· APAC Representation in weekly call with US-HQ (President’s Office) on SaaS deals on provisioning progress
· Helping SaaS Sales teams on Quote Construct and appropriate approvals
· Working with APAC Cloud Sales Reps on reviewing pre and post booking backlogs
· Monitoring of APAC SaaS Unmanaged forecast on weekly basis and follow-up with Sales teams on the reasons of delay and helping resolve the backlogs. Liaison with backend teams for APAC issues
· Work with DPO (Divisional Process Owners) on processes and work around for cloud deals drafting and ordering documents 
· Promoting and training the new Accelerated Buying Experience (ABE) system for rapid adoption
· Helping Sales on multiple GSI instances for customers having Non-Standard requests with Oracle Cloud Services
· Streamline Cloud Deal processes within the region. Improve Cloud Deal knowledge within the APAC Sales community.
· Lift the bar in simplifying the way our customer teams support the “contact to contract process” for selected deals, targeted deals and escalations. Deliver training, road shows and information to the Cloud sales community.

Oracle Corporation Asia Pacific, Singapore | Senior Manager Biz Operations – APAC Cloud Renewals                  Feb 2015–Aug. 2015
· Moved to APAC level Biz Operations overlooking full APAC Region.
· Renewal Territory planning and Pool Comp set-up for reps
· Work with APAC Sales Leaders to develop annual budget by applying top-down and bottoms-up approach to planning
· Stack ranking and overseeing the APAC Sales Reps wise performance based on their forecast achievements, pipe generation and movement of numbers against other LOBs.
· Regular Weekly Forecasting and ATR set-up and correction with finance
· APAC Territory assignment, Reps Compensation and benefits, Sales Quotas and results announcement for Club Quota achievers. Measure sales data, analytics, and reporting results.

Oracle Corporation Asia Pacific, Singapore | Senior Manager Biz Operations – APAC ODP Hardware Biz                  June 2014–Feb. 2015
· Moved to APAC OrD level Biz Operations overlooking full APAC Region.
· Support OrD HW reps on Comp issues
· Publishing of the final numbers of HW Rev.Rec Deals after delivery in region
· Helping the Sales with bi-monthly HW shipment availability reports as per their forecast
· Work with APAC Hardware Sales Leaders to align the weekly Hardware forecast and publishing the numbers to management with leader’s judgement
· Stack ranking and overseeing the APAC Sales Reps wise performance based on their forecast achievements, pipe generation and movement of numbers against their commit.
· Working on HW weekly linearity according to plan and helping sales resolve operational issues
· APAC Territory assignment, Reps Compensation and benefits, Sales Quotas and results announcement for Club Quota achievers.


Oracle Corporation Asia Pacific, Singapore | Senior Manager Sales Operations – ASEAN                                          May 2008–May 2014
· Promoted to a Senior Management position, serving as a local focal point between ASEAN business units; sales teams, finance& order fulfillment departments; and legal, regional and general management.
· Oversee local field and back-end sales operations activities for the sub region, managing the processing of SG hub orders for ASEAN countries amounting to $220M+ per annum, in accordance with global and corporate quality and environmental systems and procedures.
· Directly support ASEAN MDs, the General Manager Sales Operations, and Regional Sales Directors, to lead strategic planning and reporting on forecasts and business trends.
· Propel thorough analysis of business and sales opportunities; spearhead lead generation and sales campaigns; and prepare comprehensive reports to illustrate main drivers, metrics, and results. 
· Pioneer new initiatives for Sales and Channel Teams to support business unit sale initiatives, funnel and quarterly deals, and market share expansion. 
· Manage a team of 7 Sales Administrators, assist 150 Sales Representatives and Consultants, and support 17 countries in the ASEAN Region, overseeing $220M+ (USD) in annual business revenue.

Key Achievements: 
· Won Polaris Award – Leadership for supporting ASEAN Operations in the absence of the Director.
· Received Constellation Award for Best ASEAN Manager in 2010.
· Structured team leadership, including primary and secondary backup systems for sales employees and on-ground order administrators, while providing additional support for teams working in-country and on complex projects.
· Re-organized the ASEAN level of back-end processing; assigned positions based on individual strengths and skills; and increased performance capacity, prompting a high level of competence and accountability to mold a proactive, dedicated, and productive sales fleet.

Oracle Corporation Asia Pacific, Singapore | Territory Account Manager                                                                                        2006–2008
· Governed SAGE-WEST and Pakistan Territory with concentration on Oracle Core-Tech products; and prioritized up-selling techniques to increase revenue. 
· Supported PK and SAGE-W partners and monitored sales initiatives, activities, and goals to ensure alignment with account planning and sales activities, maximize usage of company resources, and accumulate closable wins.

· Demonstrated mastery of the Information Technology industry, products, and services to substantiate business solutions, establishing Oracle’s technical creditability and solution capability within each client’s IT organization through education & assistance. 
· Aggressively capitalized on early success, as well as, short- and long-term sales opportunities by expanding accounts; orchestrating sales pipelines; and integrating well-targeted technical solutions from proposal to contract sign-off.
· Collaborated with Sales Consultants for customer's Proof of Concept, introduced New Technologies through web conferences and online demonstrations; and motivated and enlisted team-oriented support to execute objectives.
Key Achievements:
· Organized and executed business processes in the Finance and Service industries, expanding Oracle's footprint in the manufacturing, retail, and distribution market segments, adding 23 new customers in the portfolio, and growing revenue from $100K to $1M per annum. 
· Increased sales margins by controlling the customer discounting levels, reducing the range from 60% to 40%.
· Closed 3 major infrastructure deals; and secured contracts with high profile clientele, including: Karachi Stock Exchange, PICIC Insurance, Azizi Bank Afghanistan, Colombo Stock Exchange Sri Lanka, MCB Sri Lanka Core Tech Database, and Fusion Middleware.

OTHER WORK EXPERIENCE
Gerry's Softlogic, Pakistan | Enterprise Solution Specialist / Assistant Branch Manager                                                               1999-2006

EDUCATION AND TRAINING
Master of Business Administration (MBA), Specialization in Marketing | Preston University – Karachi                                                2006
Bachelor of Arts, 1995 | Punjab University - Lahore

Professional Development Training
1. Steven R. Covey’s - Seven Habits of Highly Effective People | Oracle Education Services
2. DELL EMC Sales Training Seminar | DELL, Penang
3. Management Foundations for Managers | Oracle Education Services
4. Specialist Sales Training for Territory Managers | Oracle Education Services
5. Selecting Winners – Recruiting and Selection Workshop | Oracle Education Services
6. Collaborating to Win – Advanced Communication Workshop | Oracle Education Services

GENERAL SKILLS AND COMPETENCIES
· Achieving goals, creative/strategic thinking and problem solving.
· Excellent ethics, hardworking, focus minded and sound organizational ability.
· Possesses a positive, mature and professional attitude. Excellent sense of initiative, tidiness, adaptability and networking.
· Demonstrated ability to work and perform at the highest standards in complex and demanding environments.
· Flexible to change with excellent planning and execution skills and works well within the constraints of tight deadlines.
· Leveraged interpersonal communication strengths to establish rapport and build trust with clients.
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